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I. Introduction
Internationalization has become an important feature of the informal sector in West Africa, in the last few decades. Yet, official trade and financial data provide a very misleading picture of the patterns and magnitudes of cross border trade in the sub-region. This chapter examines informal trade in West Africa, focusing on Senegal and Benin. Informal trade is flourishing in West Africa, reflecting both porous boundaries, strong ethnic ties transcending these borders, as well as lousy national trade policies, which deter formal trade flows and create incentives to engage in smuggling. This chapter illustrates the complex interplay between formal and informal aspects of international trade transactions in West Africa.  The bulk of regional trade is controlled by the large informal actors and uses an important network involving mostly small informal businesses (Golub and Mbaye 2009, Golub 2012).  Large informal enterprises are intimately involved throughout the distribution process, and interact in complex ways with formal importers and shipping companies. Some locally produced commodities such as petroleum in Nigeria, as well as imported goods such as used cars and pharmaceuticals are mainly distributed in West Africa through informal circuits.  Connections between smuggling and the informal sector are quite large and have huge implications on employment and living standards.  
The informal sector is overwhelming in West African economies, with a share of GDP ranging between 50 and 70% and share of employment peaking up to more than 95%. While a growing body of literature is covering many aspects of informal labor force and household enterprises, very little is known about the bigger actors of the large informal sector spectrum, or the deep interrelation between the various segments of this sector and the formal one, and how they affect jobs and living standards.  When they exist such studies use either the 123 survey data base (Gonzalez and Lamanna 2007), or World Bank Investment Climate Assessment survey data bases (Bohme and Thiele 2014). Our view is that neither of the used datasets can allow a comprehensive explanation of this complex interplay in Africa. ICA surveys deal mostly with formal firms, and informal firms as well as their relationship to formal ones are only marginally covered both in their samples and in the survey instruments. Regarding 123 surveys, they mostly cover small family enterprises, with very few bigger firms included in their samples. In this paper we use qualitative and quantitative approaches to yield a better understanding on the types on interaction informal and formal firms are developing in Francophone Africa. 


The relationship between formal and informal sectors are quite complex. The two sectors are sometimes highly complementary and interact to produce goods or services, and sometimes they can engage in a very strong competition with important implications on poverty, via low wage jobs. In this chapter, we analyze three cases of fairly stiff competition between formal and informal sectors: trade in pharmaceuticals, trade in used vehicles and trade in smuggled petroleum products. The reminder of the chapter is organized as follows: section 2 highlights the competing trade networks between the formal and the informal in the drugs industry; section 3 examines the case of smuggled gas distribution; section 4 studies the case of imported used cars. Section 5 presents some descriptive statistics from our survey data, as well as an econometric analysis of the determinants of such competition. Section 6 concludes.
2. The Drugs Distribution Industry: Coexistence of Trade Official and Informal Networks

In Francophone Africa, the drug distribution channels are rather similar from one country to another. Very few drugs are manufactured locally; most are imported and the state and professional organizations, such as the federation of pharmacists, play an important role. 


Very often, there is an import monopoly with a public or mixed (public and private) status which distributes wholesale to retail pharmacies, which, in turn, sell at retail. The main tasks assigned to these organizations include pooling orders of all public organizations in pharmaceuticals, dietary and laboratory equipment. In general, the purchase procedure is conducted by a special commission on the basis of technical, commercial and financial specifications. These agencies are supposed to be responsible for: 

1- Possibly reconditioning the products

2- Ensuring the availability of products at the best prices 
3- Checking the quality of imported or locally manufactured drugs 
4- Regulation of pharmacies

Parallel to the public sector, the private commercial sector has its own distribution system and plays an important role in the supply of drugs. The private commercial sector consists of wholesalers, local producers and private pharmacies. Medications distributed by wholesalers are almost all imported, even if there is a limited domestic manufacturing in most countries. Several intermediaries are involved in the public distribution system before the drugs reach the final consumer. The drugs follow a legal path and an underground path. The normal route goes from purchasing centers to public health centers to reach households. The underground channel arises from the recycling of expired drugs which are sold into the black market. Sometimes, intermediaries outright transfer drugs intended for the legal market to the black market.


The supply of counterfeit medicines often comes from imports. These products generally pass through the port with the complicity of customs officials and police and are easily found at market stalls. The other source is from the diversion of goods originally destined for public health structures. Medications for these structures being largely subsidized, some health workers recycle them in the informal sector. There are also thefts from private pharmacies that can subtract products subsequently resold in the informal sector.

Because of the prohibitive price of imported medication, facing the low income of most African urban and rural households, drugs sold in the informal sector, most of which are either outdated or counterfeit, are a second option. It is difficult to quantify the number of actors operating in this sector, but it is clear that it generates a large volume of jobs. Often, sellers of counterfeit medicines are found at the street markets (Dieng, 2001) and are therefore difficult to distinguish from other traders of wholesale or retail. This is especially true since they often combine sales of illicit product with commercial products such as cosmetics.
3. The gasoline distribution market


The informal sale of petroleum products in Africa is another case of competition between formal and informal sectors. It is prevalent in Benin and to a lesser extent Cameroon. In both cases, petroleum products mainly come from illegal imports from Nigeria. This product is designated by Zoua Zoua in Cameroon and Kpayo in Benin. Benin is a case in point. In this country, petroleum product prices are administered and are unique throughout the national territory. Pricing is governed by a complex mechanism, combining equalization between the products on the one hand, and on the other, equalization between the different regions of the country. Since 2001, domestic prices are systematically indexed to international prices and revised every three months. Most formal importations and distributions of petroleum products are governed by this device. 


Alongside this formal circuit, there is another circuit, the informal one, involving other pricing mechanisms. The actors of the informal sector fraudulently import petroleum products from Nigeria, and flow them into the Beninese territory at a price lower than that displayed on the pump. The difference between the pump price and the one displayed by informal actors varies greatly and can reach up to 300F per liter (which implies the former doubling the latter), according to our interviewees.


Several actors are involved in this sector. At the top of the ladder, is SONACOP, the company to which the state has given a monopoly on sales. At lower steps, we find several other Beninese companies or subsidiaries of multinationals operating in the sector. SONACOP acts as an importer but also as a distribution operator. The distribution is the Achilles heel of the official market for petroleum products in Benin. In 2009, there were only around 267 service stations, meaning a gas station for 429 km2 or 31,855 inhabitants. There are additional outlets such as pumps and street deposits, with a total number of around 87 outlets spread over the entire territory. In contrast, there are more than 40,000 informal outlets in the country, about 3 outlets per Km2. 


The gap between supply and demand for petroleum products is the main factor for informal trade of these products in Benin. Another factor is the poor availability, or sometimes complete lack of formal service stations.

The quality of oil products sold in the informal sector is considered more than suspicious by most traders. The product packaging method does not guarantee their quality meets the standards required by the engines of different devices used. The frequent change of cans used for containing different kinds of products damages the quality of the engines. Furthermore, storage and open distribution of these products results in huge amounts of product spill. This poses obvious health safety issue. The petroleum products are also subject to open air manipulation, which results in significant levels of pollutant particles in the air. Moreover, since petroleum products are highly flammable and very little precaution is taken in handling them, there are frequently fires: a common scenario would include ships, motor vehicles and tricycles burning. Mixtures that are made of different petroleum products are not subject to any control or inspection. As reported by the vendors themselves, these products are of very suspicious quality, and may be dangerous to vehicle engines. Consuming a low-quality fuel damages the engine, which increases maintenance costs of vehicles. The falsification that is practiced for the most part in illicit spaces, allows chemical residues to seep into the ground and destroy the fauna and flora, which contributes to the destruction of the environment. One interviewee stated: "The quality is not the same as gasoline from the pump because it is often the case that there is cheating on the quality of oil. And this is not a good thing for the engines of vehicles using this type of product. “Later, he added: "I've never had an accident but I have seen many serious accidents. There are cars and ships that burn. The bikes that carry these products are generally not in good condition, and in case of an accident (which happens often), fires are frequent. "

In short, the social costs, in terms of environmental and health risks, are significant. Nevertheless, the low price levels make these risks worth taking.
The financial losses incurred by the state and other official actors in the sector are considerable, even if it is very difficult to get an exact idea of their level due to the little data we have about transactions volumes. The losses are estimated at 125 billion CFA francs per year, or almost 50% of the wage bill of the public permanent staff (Igué 2011). In Cameroon, the 2009 national statistics showed domestic losses of an average of nearly 32 billion CFA francs annually in the illegal sale of smuggled fuel from neighboring countries (Yves Momo). 


The distribution system involves importers, wholesalers, transporters and retailers. It appears that the income of retailers is about one and half times that of the Guaranteed Minimum Professional Wage (SMIG). Similarly, the income of wholesalers is significantly higher than that of a public administration agent category A, step 12 (Igué 2011). 


The value chain includes: 


- Foreign exporters and domestic importers. They have very large capital, and often operate in the illegal areas and through intermediaries. The latter are similar to brokers and engage in influence peddling along the borders. Their economic capacities and strengths allow them to supply border warehouses either by tankers in large underground vats or by dozens of drums of almost 200 liters. 

- Importers. In principle, they are not officially recognized, but it is clear from our interviews that they are known senior military officers and politicians with very strong connections to power. Their number, as it appears from the interviews, is between 4 and 10. To get their products in, they rely on a long chain of complicity at customs and police, both in Nigeria and in Benin. Petroleum products enter through different points for ships and tractor trailers. They are then conveyed to the interior of the country and distributed to a wide network of retailers, through many vehicles: motorcycles, tricycles and others. The volume of goods involved in these illegal activities leaves no doubt about the extent of complicity on the part of the state, despite the discretion that surrounds this activity. Very little is known about the sources of supply within Nigeria, because of the fraudulent nature of this case, but the extent of complicity leaves no doubt. Alongside these major importers, the state also encourages individuals with motor disabilities to import petroleum products from Nigeria: "There are individuals who come to take advantage of disabilities, importing directly from Nigeria," says one interviewee. Customs facilitates the task by applying reduced flat rate. Disabled individuals use bikes that can carry 50 cans of 50 liters. They can sell the entirety of their cargo at competitive prices.

-Wholesalers are divided into two categories. We know of intermediate wholesalers that operate as commercial agents. They primarily serve the political/administrative and military officials involved in trafficking. On the other hand, we have independent wholesalers. These independent wholesalers have means of transportation such as pick-ups and small boats. These actors are established mostly in border areas, explicitly the villages and towns located on either side of the borders. 

-Carriers. Large importers bring gasoline by ship; they bypass customs and bring gasoline in motorcycles specially modified for this purpose. Often these are originally two-wheeled vehicles that are modified to make tricycles specially designed to allow the transport of large quantities of liquids over long distances. Needless to say that this mode of transport is largely for the informal sector. Other modes of transportation used, other than boats and tricycles, are cars and motorcycles. Truckers, considered the most important, make up a considerable amount of traffic. Some of these trucks double or even triple the capacity of the initial capacity of the tank of their vehicles. These trucks supply all retail categories installed along interstate highways. Motorcyclists come in three categories: the smallest category is bicycle users; those who use two-wheeled vehicles are the most prevalent and are present along the border areas; finally tricycles used by disabled wholesalers. Also, boatmen located in coastal areas supply the traffickers with their motorized or sail-powered canoes.

-Retailers. They buy from wholesalers/importers through a complex distribution chain. In general, retail is an activity that involves a single individual who may be assisted by their parents or family in cases of unavailability. One of these actors, whom we interviewed, indicated that he previously worked in the welding industry and at that time, earned a monthly salary of about 70,000 CFA francs per month. With the retail business, he informed us that his income was about 300,000 francs a month. Benin's roads are dotted with such retailers. The price of gasoline rises when the dollar goes up, or when customs hold, or pretend to hold a campaign, against importers or retailers. At the time of our visit, a liter of gasoline cost 510 at the pump against 450 at informal retailers. Our contacts indicate that the margin varies on average between 50 and 150F per liter for daily sales of up to 150 liters. Working as retailers are men, women, and children alike. 


Evaluating all actors in the value chain gives an estimate of over 50,000 players, in other words more than half of the country’s government officials. (Igué 2011).
4. The automobile trading market: new cars versus used cars importing


Used car dealers play an extremely important role in the Beninese economy. Benin is a special case, given its position vis-à-vis Nigeria. Imports of used vehicles, which are estimated at over 10% of GDP, are intended to cover the needs of Benin's domestic market, as well as Nigeria’s, and to a lesser extent Chad’s, Niger’s, Mali’s and Burkina’s. 


In the capital of Benin, parks have been built for the trade of used vehicles. These parks, completely controlled by informal actors, have a very light administrative structure: the head is a director who is the deputy head of the park, assisted by a supervisor, who is himself the seller of used vehicles and whose role is to control the output of goods. Apart from these two individuals, there are other employees recruited on a temporary basis who are responsible for minor activities. They all mention that their clients are individuals as well as corporations, from the formal and informal sectors. Each park tries to bring the greatest the number of importers that it can. Each hectare costs the car seller a rent of between 250 000 and 300 000 FCFA per month. The parks cover 11 hectares. 

Over the years, imports of used cars have increased significantly, so that the import of new vehicles is minimal. Thus, in 2014, on nearly 150,000 vehicles imported, only about 1,500 were produced by formal new vehicle dealers.
The circuit of distribution and generated employment 


In the distribution network of used vehicles, there are four main players: importers, sellers, resellers, direct marketers. All stakeholders in the distribution channel sell directly to the end customer. 


Importers. Imports come mainly from Europe and the USA. There are over 150 importers in the park. For the most part, these importers are individual enterprises. They are staffed by up to 10 employees who are in charge of the following: recovery of vehicles at the port and washing of the vehicles. There are over 100 used-car parks in Cotonou. There are four areas in the city hosting these parks, the largest of which is the Secandji area, which contains 59 parks. Some of these parks accommodate cars sent to family members. Cars for re-exportation to Niger and Nigeria also have their own parks. Re-exportation of imported vehicles to neighboring countries occurs twice a week. This activity is regulated by customs which ensures the escort to the border.

Customs brokers. We distinguish two categories: formal brokers, those who are approved by customs, and informal brokers, those who are not licensed and their formal counterparts to make customs declarations for their clients. Approved commissioners can directly enter customs files and make customs declarations directly. This means all transactions are monitored by customs officers who transmit them to tax authorities. When paying the declaration, they simultaneously pay the Value Added Tax (VAT) which allows public knowledge about their activities. Informal forwarders help the individual or informal importers to declare their goods and clear customs. They use the platform of their formal counterparts to enter the system and report transactions for their customers. Amounts invoiced by the formal sector in these transactions range between 8,000 and 15,000 francs. According to the formal commissioners that we met, most sales were transactions with the state, multinationals and large enterprises. They reported that the state never entrusts its wholesale transactions to informal agents. However, most other importers go through informal operators. Our interviewees from the formal side admit that the informal agents give them up to 80% of their cases. One of our authorized partners told us that he annually averages 50 subcontracts with informal agents, with peaks of up to 100 or even 200. Formal agents charge more because they have higher fee structures. In the trade of used cars, almost all records are managed by the informal side. Informal agents have no fixed office; they settle in improvised "offices", usually made up of a simple table and chair, arranged somewhere in the neighborhood parks or wherever their services are required. Thus they use an open space, go from one park to another and work with their mobile phones.  They follow the customs clearance process until the end of the transaction. Formal agents compete with each other for informal agents. The informal agents can sell up to 20 cars per day but cannot ship them out all at once. Sometimes larger companies entrust informal commissioners with their records because of their complexity (counterfeit drugs or products that are prohibited in Nigeria). In this case, they will directly negotiate with the Nigerian and Beninese customs.


The other actors in the chain. Among these players, we note: sellers, guards, drivers and the park administration personnel. Each park has a staff that appoints its administration. The seller sends the client to the informal agent for a payment of 5000F per vehicle cleared. The seller may go more than two months without a client. But he can win big on a whim since he negotiates prices between the seller and buyer and receives the margin. There are also drivers who are hired to drive cars from the port to the park. The fare is 7000-8000 F for the license category B (small cars) and 11,000 for larger cars. The drivers are also used for bringing cars into Chad or Niger. In this case, one driver brings the car to the border and another takes over from there. There are also washers, painters, sheet metal workers, who are used on a contractual basis. Most imported cars are older because they have the reputation of being more robust and easier to repair. In parks, there are handlers who are paid by the task. To unload a 20 foot container, you pay 15000F compared to the 25000F paid for the unloading of a 40 foot container. Each team can take care of up to 5 containers per day, and is made up 5-6 people. Handlers load and unload and at the border, they unload and transfer everything onto national/domestic trucks.

5. A statistical Analysis of the patterns and implications of the competition between formal and informal firms

5.1. Methodology

Benjamin and Mbaye (2012) define the informal sector as a continuum, by considering the following criteria: size, registration, honest accounting, the lack of payment of tax or the type of tax paid, the mobility of work place and the access to bank credit. The target population of the research is the group of all formal and informal firms of West and Central Africa, with focus on: Benin, Burkina Faso, Senegal, Guinea Bissau, Cameroun and Gabon. The unit of analysis is the firm. We also used a questionnaire, which was administered to the employees of the chosen firms. In addition to the data from the research, our study also uses secondary statistics and qualitative data collected from semi-structured interviews and focus groups. This plethora of sources of data allowed us to conduct a very in-depth analysis on the impact of the informal sector on business climate and growth as well as employment and the living conditions. The same approach will be used to study the interrelations between formal and informal firms.

The configuration of private entrepreneurship in Africa is marked by a multitude of attributes of informality characterizing the different categories of firms. Our results tell us that no criterion defining the informal sector appears to dominate the others. One direct consequence of this situation is that if the informal firms or the informal employees are classified alternatively using these criteria individually, the results are far from converging. For example, in Libreville, about 70% of surveyed firms hold regular accounts, yet only about 30% of these firms have social security plans for their workers. This amounts to saying that 30% of companies in Libreville would be considered informal by the criteria of honest accounting against 70% by the social security criteria.

Considering our goal to study the different segments of the informal sector in our sample, we opted for a stratified sampling strategy, obtained by combining the different levels of informality (small informal, large informal, formal) and the different sectors of activity (commerce, other services, industry). The base for the polling is the total population of firms corresponding to different tax regimes. According to the tax regime to which the company belongs, we distinguish:

a-The subset of firms subject to regular taxation,

b-the subset of firms subject to the lump sum tax plan,

c-the subset of all other firms that are either unknown to tax records or are not subject to any of the above regimes.

The qualitative analysis essentially consists of holding semi-structured interviews and focus groups to collect the opinions of the different actors on characteristics of the informal sector: its dynamics, its effects, its impact on the actors as well as on society, the causal factors of its development, the type of intervention most appropriate for the different segments of this sector. These interviews are more focused than the surveys, and concern the administrative agents in charge of the informal (tax services, ministry of commerce, small and mid-sized businesses, of industry and of craft, the national agencies in charge of the development of the small and mid-sized businesses, national services of statistic, etc…).We also questioned the chambers of commerce and industry, the employers’ associations of the formal and informal, the main clients, suppliers of the informal sector and donors involved in the sector. The objective of these interviews is mostly to collect the opinions of the actors that know the sector well and are therefore able to deliver a pertinent opinion. The interviews also served as a base from which certain information from surveys may be analyzed. 

Another dimension of the qualitative analysis is that it facilitated the review of all pertinent documentation on the informal sector: the legal texts, the writing of sociologists and anthropologists on the networks of informality in Africa, as well as their international implications.

The following report is the result of a combination of quantitative and qualitative data previously collected in West Africa (between 2007 and 2009) in Central Africa (between 2012 and 2014), with data collected specifically in Senegal and Benin between January and July 2015. The survey used in this last investigation is presented as an attachment to this report. While the data collected earlier sought to have a greater understanding of the informal in Francophone Africa, the last category of data is oriented towards the interrelations between the formal sector and the different segments of the informal sector and the implications on the productivity and employment.

5.2. Descriptive Statistics and econometric analysis
We are also interested in the competition between the formal and informal sectors in different sectors and their implications for different formal performance indicators. Competition from small informal firms seems not to affect the productivity of large firms (formal and informal). Figure 3 shows in fact that among the companies that have a level of productivity above the median (which is the case of most large companies), no significant productivity gap is observed based on whether there is competition from small informal firms. However, the criterion of size is decisive in whether there is perceived competition from informal firms (figure 4). On the other hand, companies of larger size seem less exposed to competition from small informal firms than others. We note that among companies that have above-average size, there are more who are not rivaled than those who are that are in competition with the small informal. Similarly, it appears in figure1 that exporting firms are less subject to competition from small informal firms than other firms. A proportion ranging from 88.5% in Libreville to 96.6% in Dakar of non-exporting companies are subject to competition from small informal firms. Similarly, large corporate members of a professional association are less subject to competition from small informal than others (Figure 2).
Beyond the descriptive statistics presented in the previous section, we performed econometric regressions to understand the determinants of the relationship between small informal firms on one hand, and major formal and informal enterprises on the other. The simple model that we consider is:
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y is a dummy variable taking the value 1 when the company answers yes when the firm competes with informal firms, and 0 otherwise. C is a constant, X is a vector of control variables (size, access to bank credit, the age of the firm, share of exports in turnover, other),Y is productivity.


All results are presented in Table 2.
We see that the most correlated variables to the dependent variable that measures being or not exposed to competition from the small informal businesses. The productivity factor is not significant here. This largely confirms figure 3, which does not show any difference in productivity between rivaled and non-rivaled companies. The size of the firm has a significant coefficient at 1% in model 2, indicating that large companies are less exposed to competition from informal and small. Finally, firms that have large companies as clients seem less exposed to competition than others.
6. Conclusion
While internationalization has become an important feature of the informal sector in West Africa, official trade and financial data provide a very misleading picture of the patterns and magnitudes of cross border trade in the sub-region. This chapter examines informal trade in West Africa, focusing on Senegal and Benin. It illustrates the complex interplay between formal and informal aspects of international trade transactions in West Africa.  The relationship between the formal and the informal sectors are either competitive or complementary. In some sectors such as distribution of drugs, gasoline, or used cars, we observe a strong competition which favors the informal sector, due to its lower prices, even though it is to the detriment of quality.  In other sectors like commerce, transportation, buildings and public work, we alternatively notice stronger complementarities between formal and informal. Such interactions between large formal and informal firms, on one hand, and small informal one, on the other hand, have huge impacts on job creation in the informal sector, and on firm performance in the formal sector. We have used descriptive statistics from our survey data, as well as a simple econometric model to better understand provide a better understanding of the patterns and determinants of such interactions. On the impact of competition on formal firms’ performance, we do not detect any significant effect on productivity. Moreover, bigger firms are less exposed to competition from informal businesses than smaller ones. Likewise, exporting firms and those which are members of a professional association are less exposed. Moreover, our results show that formal firms trading with informal firms have a significantly lower level of productivity than the others. Apart from productivity, firm size and age are also correlated with the probability of trading or subcontracting with informal firms. Nevertheless being exposed to competition from informal firms does not seem to negatively affect firms’ productivity. Like the descriptive statistics, our econometric results confirm that exporting firms and bigger ones seem less exposed to competition from the informal sector.

Table 1: Total imports of petroleum related products in Benin,  2009 

	 
	Formal
	Informal
	Total

	 
	volume  (cubic meter)
	value (billion FCFA)
	volume  (cubic meter)
	value (billion FCFA)
	volume  (cubic meter)
	value (billion FCFA)

	Essence
	36900
	212,175
	732355,35
	219,707
	769255,35
	431,882

	Pétrole
	8000
	4,32
	56131,098
	33,679
	64131,098
	37,999

	Gasoil
	148000
	82,14
	262511,83
	137,819
	410511,83
	219,959

	Total
	192900
	298,635
	1050998,3
	391,204
	1243898,3
	689,839


Figure 1: Share of exporting firms exposed to small informal competition (%)
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From author calculations
Figure 2: Share of firms with professional membership which are exposed to competition from small informal (%)
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From author calculations
Table 2: An econometric analysis of the determinants of partnership (trading or subcontracting) and competition between formal and informal
	 
	Coefficients

	Variables
	statut4

	logProdvty
	-0.0531

	
	(0.0601)

	logsize
	-0.297***

	
	(0.0804)

	logwage
	-0.0401

	
	(0.0508)

	logAge
	-0.0753

	
	(0.126)

	customer: larger entreprises
	-0.490**

	
	(0.227)

	supplier: larger entreprises
	0.0166

	
	(0.216)

	Exporting
	-0.454

	
	(0.380)

	Access to bank loans
	-0.330

	
	(0.234)

	Industry. (Ref. Commerce)
	

	Buiding and public work
	-0.637

	
	(0.448)

	Other Industries
	0.279

	
	(0.264)

	Services
	0.228

	
	(0.273)

	Constant
	1.969*

	
	(1.085)

	Observations
	440

	Standard errors in parentheses
	

	*** p<0.01, ** p<0.05, * p<0.1


From author calculations
Figure 3 : Share of firms exposed to competiton with small informal among those with productivity level above median
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From author calculations
Figure 4: Share of firms with size above average which are exposed to small informal competition  (%)
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		Cotonou		9.7		37.5

		Ouaga		15.4		19.4

		Douala		25.6		40.5

		Yaoundé		9.1		23.3

		Libreville		11.5		20
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Feuil1

		

		Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  ayant des exportations  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		3.4		15.5

		Cotonou		7.7		19

		Ouaga		4		8.6

		Douala		14		13.5

		Yaoundé		4.5		16.3

		Libreville		11.5		10
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		Tableau : Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  étant membre d’une association  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		30.5		36.2

		Cotonou		9.7		37.5

		Ouaga		15.4		19.4

		Douala		25.6		40.5

		Yaoundé		9.1		23.3

		Libreville		11.5		20
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				productivité

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		67.8		84.5

		Cotonou		80.8		73.7

		Ouaga		90.5		91.2

		Douala		62.8		66.2

		Yaounde		63.6		69.8

		Libreville		80.8		80
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Large Formal and informal firms   which are  not exposed competition with small informal
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Feuil1

		

		Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  ayant des exportations  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		3.4		15.5

		Cotonou		7.7		19

		Ouaga		4		8.6

		Douala		14		13.5

		Yaoundé		4.5		16.3

		Libreville		11.5		10
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Large Formal and informal firms   which are  not exposed competition with small informal
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		Tableau : Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  étant membre d’une association  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		30.5		36.2

		Cotonou		9.7		37.5

		Ouaga		15.4		19.4

		Douala		25.6		40.5

		Yaoundé		9.1		23.3

		Libreville		11.5		20
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				productivité

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		67.8		84.5

		Cotonou		80.8		73.7

		Ouaga		90.5		91.2

		Douala		62.8		66.2

		Yaounde		63.6		69.8

		Libreville		80.8		80
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						superieur a la taille

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		47.5		36.2

		Cotonou		13.3		45.2

		Ouaga		22.2		38.9

		Douala		16.3		33.8

		Yaounde		18.2		44.2

		Libreville		46.2		80
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		Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  ayant des exportations  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		3.4		15.5

		Cotonou		7.7		19

		Ouaga		4		8.6

		Douala		14		13.5

		Yaoundé		4.5		16.3

		Libreville		11.5		10
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		Tableau : Proportion des firmes  du formel et du  gros informel  concurrencées par le petit informel  étant membre d’une association  (%)

				Large Formal and informal firms   which are exposed competition with small informal		Large Formal and informal firms   which are  not exposed competition with small informal

		Dakar		30.5		36.2

		Cotonou		9.7		37.5

		Ouaga		15.4		19.4

		Douala		25.6		40.5

		Yaoundé		9.1		23.3

		Libreville		11.5		20
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